
Our Strategy

Throughout its 100 year history, the Hitachi Group has passed on its Mission and its Values to generations of  
employees and external stakeholders.
The Vision has been created based on the Mission and the Values.
It is an expression of what the Hitachi Group aims to become in the future.

6



Results of the 2015 Mid-term Management Plan

Achieving Growth and Hitachi’s Transformation

Strengthen service businesses  
that maximize the utilization of IT  

and bring about innovation

Deliver innovation to customers and 

society globally

Transform to deliver innovation by 
standardized and speedy operation

Results of the 2015 Mid-term Management Plan
Billions of yen

FY2012 FY2013 FY2014 FY2015
(US GAAP) (IFRS) (IFRS) (IFRS) Initial Target*1 (US GAAP)

Revenues 9,041.0 9,666.4 9,774.9 10,034.3 10,000.0

(ratio) 
Adjusted operating income*2

(4.7%)

422.0 
(6.3%)

604.7 
(6.6%)

641.3 
(6.3%)

634.8
Over 7%

(ratio)

EBIT*3

(4.0%) 
358.0 

(7.2%)

691.2 
(5.5%)

534.0 
(5.3%)

531.0
Over 7%

Net income attributable to Hitachi, Ltd. stockholders 175.3 413.8 217.4 172.1 Over 350.0

(margin)
Net cash provided by operating activities  
(Manufacturing, Services and Others)

(5.7%)

503.4 
(4.8%)

460.8 
(6.1%)

586.4 
(8.6%)

843.1
—

Free cash flows (Manufacturing, Services and Others) 25.0 73.1 137.2 324.4 —

*1 Announced on May 16, 2013
*2 Adjusted operating income = Revenues – Cost of sales – Selling, general and administrative expenses
*3  EBIT (Earnings before interest and taxes) is presented as income from continuing operations, before income taxes less interest income plus interest charges.

INNOVATION GLOBAL TRANSFORMATION

Principal Achievements and Future Challenges

Achievements

(1) Improved profitability

(2) Strengthened cash-generating capability

 •  Improved cash conversion cycle (Manufacturing, Services and Others)  

81.8 days (as of March 31, 2015)  71.6 days (as of March 31, 2016)

(3) Implemented growth strategies

 •  Ratio of overseas revenues: FY2012 41%  FY2015 48%  

 •  Ratio of service revenues: FY2012 30%  FY2015 38%

(4) Executed reform of the business portfolio

FY2013 - FY2015 As of May 2016

M&As

Sales increase: 600.0 billion yen per year

- Acquired Pentaho Corporation, Ansaldo STS S.p.A., AnsaldoBreda S.p.A.,  

Waupaca Foundry Holdings, Inc., etc.

—

Reorganization

Sales decrease: 900.0 billion yen per year

- Established joint ventures in the thermal power generation systems business 

and the air-conditioning systems business and relisted Hitachi Maxell, Ltd.

Sales decrease:  

1.1 trillion yen per year

- Logistics, financial services, etc.

Challenges

(1)  Speedy response to changes in market environment and thorough project management

(2)  Accelerating business portfolio reform
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Outline of the 2018 Mid-term Management Plan

Under the 2018 Mid-term Management Plan, Hitachi will accelerate collaborative creation with custom-

ers and partners through the advanced Social Innovation Business, with a focus on the trend toward 

digitalization that is significantly changing society and industry. Leveraging three strengths—operational 

technology, IT, and products/systems—we deliver innovations to society and customers.

An Innovation Partner for the IoT Era

Hitachi in 2018

Accelerating the Social Innovation Business

Four focused business domains

Power / Energy Industry / Distribution / Water Urban Finance / Public / Healthcare

CUSTOMERS

FRONT

Regional bases

Customer segments (12 business units)

Develop and  

provide services 

close to the 

customers

Provide value 

through products

Use platform to 

provide services 

quickly and 

efficiently

From FY2016

The front delivers Hitachi’s technologies and expertise to customers as services

PRODUCTS

Industrial products, automotive parts, materials, etc.

PLATFORM

Core of Social Innovation

CUSTOMERS

Plants Plants

Business 
Division

Business 
Division

SI*1

EPC*2

Sales Sales

Before

*1 SI: System Integration
*2 EPC: Engineering, Procurement and Construction
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Strengthening the Front and the R&D That Supports It

Core of Social Innovation IoT Platform “Lumada”

Means for customers to enjoy digitalized innovation quickly and easily

The front delivers Hitachi’s technologies and expertise to customers as services

Society 5.0

Industrie 4.0

Industrial Internet

Made in China 2025 

Etc.

Characteristics of Lumada 
Lumada = Illuminate data

R&D structure

Front of Hitachi

Customers’ and  
partners’ platforms

IoT Platform Lumada

Solution functions

Basic functions

Power / Energy Industry / Distribution / Water Urban Finance / Public / Healthcare

Analytics Artificial Intelligence Hitachi AI Technology/H

IT, OT, IoT

Symbiotic Autonomous Decentralization Security

• Global Center for Social Innovation
Developing services in keeping with the needs  
of customers in each region
North America: 100  Europe: 70  China: 115   
Asia: 65  Japan: 200 (Total: 550 people)

• Center for Technology Innovation
Establishing global No.1 technologies
(Japan: 2,050 people)

• Center for Exploratory Research
Resolving future social issues (Japan: 100 people)

1
Single Platform, Multiple Solutions
Realize solutions in various business fields
“Cross Domain Business Ecosystem”

2 Open
Open architecture available for partners

3
Adaptable
Easily connected to customers’ assets  
Graduated dilatation is possible  
(Symbiotic Autonomous Decentralization)

4
Verified and Secure
Reliable technologies based on experiences  
in Social Innovation

Increase front workforce by 20,000

110,000 (FY2015) 130,000 (FY2018)

Including an increase of 2,000 in platform staff  

(component ratio: 34%  37%)

Japan: +3,000 

Overseas: +17,000
* Number of sales, SE, consultants and platform developers

• Expand overseas hiring

•  Roll out the Social Innovation Business, targeting the  

customers of acquired overseas companies

•  Foster workforce through special training programs 

 19,000 employees in 3 years (started March 2016)

Internal shift & new recruits

FRONT

PLATFORM

PRODUCTS

CUSTOMERS

Custom
ers

Strengthening Products

Stren
g

th
en

in
g

 d
ig

itally  
co

n
n

ected
 p

ro
d

u
cts

Expanding digitalized products that support innovation / Focusing on investing in globally competitive products

OT × IT
expertise

Feedback to the front lines
Creating measures

Analysis
Data-gathering and storage

Equipment and facilities

IoT controllers Motors / Inverters / 
Automation

Communication terminals
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Power / Energy UrbanIndustry / Distribution / Water Finance / Public / Healthcare

Outline of the 2018 Mid-term Management Plan

Moving Forward to 2018 (Key Initiatives)
(1) Strengthening focused areas for expansion of the Social Innovation Business

(2) Front develops and provides services to drive expansion of revenues and profits

(3) Accelerating the global rollout of the Social Innovation Business

PLATFORM  Investment focus: Strengthening Lumada 
Revenues: FY2015 278.6 billion yen  FY2018 330.0 billion yen 
Adjusted operating income ratio: FY2015 8.4%  FY2018 11.0%

PRODUCTS  Investment focus: Expanding industrial products and materials businesses 
Revenues: FY2015 7,389.3 billion yen  FY2018 6,820.0 billion yen*  
Adjusted operating income ratio: FY2015 5.5%  FY2018 7.0%

–  Transition to distributed power 
supply utilizing IT

• Microgrid, regional energy management

• Renewable energy

Investment focus
• Strengthening grid and engineering

Revenues (billion yen) Adjusted Operating Income Ratio (%)

–  Use “Lumada” IoT platform 
to optimize value chains for 
industry and distribution

Investment focus
• Strengthening engineering

• Predictive maintenance

• Optimized factory

Revenues (billion yen) Adjusted Operating Income Ratio (%)

–  Improvement of quality of life 
in communities

–  From rail as a service to  
outcome delivery

Investment focus
• Development of urban solutions

• Expansion of the rail business area

Revenues (billion yen) Adjusted Operating Income Ratio (%)

–  FinTech / My Number

–  Healthcare service (platform)

Investment focus
• Strengthening healthcare informatics

Revenues (billion yen) Adjusted Operating Income Ratio (%)

FY2015 FY2015 FY2015 FY2015FY2018 FY2018 FY2018 FY2018

• Railway • Nuclear power • Energy

CAGR 6.5％ (10.2％)

• Elevators / Escalators • Healthcare  

• Industry / Distribution

CAGR 1.4％ (3.1％)

• Energy • Healthcare  

• Automotive parts, casting

CAGR 4.5％ (5.6％)

• Finance • Industrial equipment 

CAGR 4.9％ (6.4％)

Europe China North AmericaAsia (except for China)

Overseas revenue ratio
FY2015 48%    FY2018 Over 55%

*1 CAGRs (Compound annual growth rates) in brackets are based on figures for FY2015 excluding revenues of Hitachi Transport System, Ltd. and Hitachi Capital Corporation
*2 Regions except for those that are listed above (including Japan): FY2015 5.69 trillion yen  FY2018 5.07 trillion yen

*  Figures for FY2018 reflect the conversion of Hitachi Transport System, Ltd. and Hitachi Capital Corporation into equity-method associates and joint ventures.

FY2015

0.95 
trillion yen

FY2015

1.05 
trillion yen

FY2015

1.05 
trillion yen

FY2015

1.28 
trillion yen

FY2018

1.15 
trillion yen

FY2018

1.10 
trillion yen

FY2018

1.22 
trillion yen

FY2018

1.46 
trillion yen

519.5

2.2 790.7

0.0
1,056.5

8.7 9.0

1,230.2

8.1
11.0

550.0

7.1

840.0

7.5

1,400.0 1,380.0

FRONT   Revenues: FY2015 3,596.9 billion yen  FY2018 4,000.0 billion yen 
 Adjusted operating income ratio: FY2015 5.6%  FY2018 8.0%
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Strengthening the Management Base

2018 Mid-term Management Plan Targets

Management Acceleration for Growth and Profits

Investment Policy

Strengthening Capability to Generate Cash

Reform Hitachi’s management base

Speedily increase profit through investment in products business
Concentrate investment in front to accelerate the Social Innovation Business

Evolution of Hitachi Smart Transformation

Speed up  
management

Rapid decision making and quick execution
Reduce the layers of management

Expand global  
business

Expand global partners and customers

Increase business 
profitability

Judgment on low-profitability businesses
Evolution of Hitachi Smart Transformation

Invest in growth  
businesses

Investments totaling 1 trillion yen over three years
FY2013–FY2015: 510.9 billion yen

Re-examine  
cost structures

Design target costs and reduce procurement costs/
fixed costs
Redefine cost-related KPIs on a revenue basis

Increase efficiency of  
operating capital

Use IT to reduce production lead times and  
decrease inventory

Increase efficiency of 
investments and assets

Share production facilities among plants

Utilization of IoT Platform “Lumada” (AI, analytics and IoT)

Customers

FRONT
Concentrated investment in front (Investment for growth and acquisition)

Record  • Rail signaling systems  • ATM services

PLATFORM
In-house development (Investment for development and acquisition)

Record  • Data analytics

PRODUCTS
Investment selection (Combination of growth investment, acquisition and capital alliance)

Record  • Casting business  • Overseas air-conditioning business

FY2015 FY2018 Targets

Front business  
expansion

Front revenue ratio

36%
Front revenue ratio

40%

Global business  
expansion

Overseas revenue ratio

48%
Overseas revenue ratio

Over 55%

Strengthening cash-  
generating capability

Operating cash flow margin*1

8.6%
Operating cash flow margin*1

Over 9%

Improving asset  
profitability

ROA*1,2

2.6%
ROA*1,2

Over 5%

*1 Manufacturing, Services and Others
*2  ROA (Return on assets) = Net income / Total assets (Average between the end of the current fiscal year and  

the end of previous fiscal year) x 100

FY2015 FY2018 Targets*

Revenues
10,034.3  

billion yen
10,000.0  

billion yen

Adjusted operating  
income ratio

6.3% Over 8%

EBIT ratio 5.3% Over 8%

Net income attributable to 
Hitachi, Ltd. stockholders

172.1  
billion yen

Over 400.0  
billion yen

* Foreign exchange rate assumption: 110 yen/dollar, 120 yen/euro
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Interview with the President & CEO

Toshiaki Higashihara

President & CEO
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Hitachi aims to further advance  
the Social Innovation Business and become 
“An Innovation Partner for the IoT Era.”
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Interview with the President & CEO

How do you evaluate the 2015 Mid-term Management Plan?

Under the 2015 Mid-term Management Plan, we were able to 

achieve a certain degree of results. For example, we reached our 

target for revenues of ¥10,000 billion and significantly strength-

ened our cash-generating capability. Over the past three years, 

we recorded a stable adjusted operating income ratio at a 6% 

level and steadily improved our earnings. However, as with the 

EBIT ratio, we did not reach our target for a stable adjusted oper-

ating income ratio of more than 7%. This was primarily attribut-

able to unprofitable projects in the overseas plant business, 

centered on the Middle East, and to our slow response to market 

changes in the telecommunications and storage businesses. 

Despite slowing growth in China and in natural resource and oil-

producing countries, it is likely we would have been able to 

achieve our targets if we had rigorously implemented project 

management and structural reforms. Moving forward, it will be 

my duty as CEO to carry out thorough measures to address these 

issues and place Hitachi on a stable growth track in the advanced 

Social Innovation Business, which will leverage the use of digital 

technologies.
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Hitachi is aiming to be “An Innovation Partner for the IoT Era.”  
Would you describe the background and how to achieve this?

By leveraging IT and operational technology (OT), such as control 

and operation technology, Hitachi is rolling out the Social 

Innovation Business globally, where the Company provides 

advanced social infrastructure systems.

 With IoT and digitalization making ongoing progress, people’s 

preferences and values are changing from products to outcomes, 

from owning to sharing, and from closed to open environments. 

Against the background of these changes, there are new devel-

opments in the business world. Companies need to transit from a 

“product-out” approach, where they supply the products that 

they have developed, to a “market-in” approach, where they 

work together with their customers to understand these custom-

ers’ issues in order to create solutions and new value.

 Hitachi accurately anticipated this trend through the Social 

Innovation Business. Moving forward, we will maximize the lever-

aging of IT and OT as our strengths and lead the IoT Era through 

our advanced Social Innovation Business, which will draw on the 

latest digital technologies such as artificial intelligence (AI) and 

big data analytics. In this way, we will strive to contribute to 

improvements in people’s quality of life.

 The key to these initiatives will be Lumada, the IoT platform 

that we launched in May 2016. We will collect larger amounts of 

data through the IoT, and Lumada offers a common platform for 

more rapidly converting this data into high-value digital solutions 

while promoting collaborative creation with a larger number of 

customers and partners. Distinctive features of Lumada include 

its ability to provide multiple solutions on a single platform and 

its open architecture, which means that Lumada can be con-

nected to customer systems easily and extended in stages. 

Furthermore, Lumada utilizes secure, high-reliability technologies 

that have a proven track record in the Social Innovation Business.

 In April 2016, we launched a new business structure that is 

more market-driven. Under this new structure, the front, which 

consists primarily of 12 business units, works to resolve customer 

issues and provides solutions in four focused business domains. 

The front will utilize Lumada to create a wide range of digital 

solutions, and by sharing use cases through Lumada, we will 

steadily develop our advanced Social Innovation Business on a 

global basis.

What is Hitachi’s approach to the optimal business portfolio?

In fiscal 2016, we will examine our low-profitability businesses 

and clarify which businesses we will reinforce and which we will 

dissolve. In addition, under the 2018 Mid-term Management 

Plan, we will focus on the Social Innovation Business, which will 

leverage the use of digital technologies toward the next growth 

stage. For example, through investments and M&A we will con-

tinue to build up businesses that have synergies with digital tech-

nologies such as AI and big data analytics that can generate 

added value. On the other hand, in businesses that require a cer-

tain operational scale in global markets, we will move forward 

with business restructuring initiatives, including partnerships with 

other companies. Our transfers of portions of our shares in 

Hitachi Transport System and Hitachi Capital were examples of 

this approach. Going forward, we will continue to accelerate 

reform of the business portfolio as we work to strengthen the 

Social Innovation Business.
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Interview with the President & CEO

Please explain the positioning of the 2018 Mid-term Management Plan  
and its targets.

The 2018 Mid-term Management Plan is positioned as a mile-

stone for Hitachi’s move up to the next stage, and on that basis 

we will implement management strategies with a focus on cash 

and profits. The plan includes ROA and operating cash flow 

margin as new target indicators. We will increase asset efficiency 

by examining low-profitability businesses and accelerating busi-

ness portfolio reforms. In addition, through improvements in 

earnings and working capital, we will generate cash as the source 

of investment and link these initiatives to future growth.

 Our starting point for fiscal 2016 revenues is ¥9,000 billion, 

primarily because Hitachi Transport System and Hitachi Capital 

have become equity-method affiliates. In fiscal 2018, we will aim 

for revenues of ¥10,000 billion through accumulated orders, such 

as the railway business in Europe and M&A initiatives. Moreover, 

we will strengthen the front, which will be a driver of our growth. 

Over the next three years, we will increase the front workforce by 

20,000 people, and through special training programs we will 

strive to develop human capital who can work together with 

customers to identify and resolve their issues. In this way, we will 

aim to have the front contribute 40% of revenues in fiscal 2018. 

With regard to our cost structure, our SG&A expense ratio will 

increase slightly due to the strengthening of our front workforce 

and increasing R&D expenses. Nonetheless, we will take steps to 

improve the gross margin by promoting cost reduction centered 

on products, carefully examining low-profitability businesses, and 

expanding service businesses by bolstering the front. In fiscal 

2018, we will aim for adjusted operating income and EBIT ratios 

of more than 8% each and net income attributable to Hitachi, 

Ltd. stockholders of more than ¥400.0 billion.

Would you describe cash-generation initiatives and  
Hitachi’s approach to investment?

Under the 2015 Mid-term Management Plan, we further 

enhanced and expanded the Hitachi Smart Transformation 

Project, a cost structure reform project, and worked to reinforce 

our cash-generating capability. Consequently, our operating cash 

flow margin* improved from 5.7% in fiscal 2012, to 8.6% in 

fiscal 2015. We have also instituted improvement targets for the 

cash conversion cycle (CCC)* at each in-house company, and we 

had significant achievement. We largely reduced the CCC by 10.2 

days from fiscal 2014 to fiscal 2015. Moving forward, we will 

reevaluate cost structures and make further progress in optimiza-

tion of accounts receivable collection periods, accounts payable 

payment periods, and inventory levels. Through these initiatives, 

we will strive to achieve an operating cash flow margin of more 

than 9%* in fiscal 2018.

 In addition to increasing the operating cash flow margin, we 

will restructure the business portfolio and sell assets to secure 

cash for investment. For capital expenditure, we will carefully 

select growth businesses. In M&A, we will conduct more rigor-

ous evaluations of such factors as business synergies, investment 

returns, and risk, and after acquisitions we will implement thor-

ough monitoring of investment effectiveness. In these ways, we 

will boost investment returns. Over the next three years, we are 

planning a cumulative total of ¥1,000 billion in investment, of 

which about 60% will be allocated to the front and platform, 

and about 40% to products. First, by investing in competitive 

products, where the CCC is relatively short, we will accelerate 

our cash-generating capability over a shorter time period. The 

cash obtained will subsequently be used to invest in the front 

and platform areas, which will lead to increased earnings growth 

over the medium-to-long term. We will implement cash manage-

ment to achieve an optimal mix by carefully combining short-

term and medium-to-long-term revenue sources.

* Manufacturing, Services and Others
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Finally, what is Hitachi’s approach to strengthening corporate governance, and 
what is the shareholder return policy?

Since we adopted the committee system in 2003, we have taken 

steps to continually strengthen the oversight function. In addi-

tion, we have worked to establish a framework for reflecting a 

global, diverse viewpoint in management. Since June 2012, out-

side directors have been a majority of the Company’s Board of 

Directors, and in June 2016, the number of non-Japanese outside 

directors was increased by one. Currently, 9 of the 13 directors 

are outside directors. Moreover, 5 of the outside directors are 

non-Japanese.

 Hitachi’s Board of Directors is composed of professionals who 

are active in various fields with experience at the CEO level. 

Meetings of the Board of Directors include vigorous exchanges of 

opinions on such matters as the strategies that Hitachi should 

implement and points of differentiation from competitors, as well 

as advice based on the directors’ philosophies as management 

leaders and on their past experience. In these ways, the meetings 

foster enhanced awareness and motivation. The courses of 

action that are shared at meetings of the Board of Directors are 

aggressively reflected in management’s subsequent actions.

 Going forward, we will continue taking steps to strengthen 

corporate governance, such as complying with all the principles 

for companies under the Corporate Governance Code that took 

effect in Japan in June 2015.

 Regarding the shareholder return policy, we are now in a 

phase of investing for future growth, and we need to continue to 

implement aggressive investments to succeed in global competi-

tion. We will strive to achieve stable growth in dividends by 

increasing net income attributable to Hitachi, Ltd. stockholders 

and cash flow.

 In addition, we have introduced stock options as stock-based 

compensation, thereby having management leaders share the 

benefits and risks of stock price fluctuations with shareholders. In 

doing so, we aim to advance management based on a medium-

to-long-term perspective and achieve sustainable improvements 

in corporate value.
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